
Internet banking ®DBSBANK 

poised for growth 
By Solomon S Emanuel 

Key to the growth of Internet banking in 

Singapore is collaboration among the six 

local banks to provide a common funds 

transfer system like that currently provided 

by the Network of Electronic Transfers Sin¬ 

gapore (NETS) for Singapore’s automated 

teller machine (ATM) space, said Ben Yeo, 

general manager, Netrust. 

“I expect to see the top six local banks 

interoperate this way so that their customers 

can do inter-banking transactions freely over 

the Internet,” said Yeo, whose company is 

the first Certification Authority in Southeast 

Asia for online identification and security for 

secure electronic-commerce and other online 

transactions across the Internet. Netrust is a 

joint venture between NETS and Singa¬ 

pore’s National Computer Board (NCB). 

NETS’ seven shareholder banks are Devel¬ 

opment Bank of Singapore. Keppel Bank/Tat 

Lee Bank, Oversea-Chinese Banking Corpo¬ 

ration Bank Group, Overseas Union Bank, 

Post Office Savings Bank (POSBank), and 

the United Overseas 

Bank Group. 

The ATM NETS 

service provided by 

NETS allows cus¬ 

tomers of the five 

local commercial banks to make with¬ 

drawals at any of the member bank’s 

ATMs. The sixth of Singapore’s top 

banks, POSBank, does not participate in 

ATM NETS. However, Yeo expects that 

the bank will think differently for the 

Internet. 

“POSBank has the largest number of 

ATMs in Singapore, so they have a competi¬ 

tive advantage. But there is only one Internet 

to compete in,” he said. 

“Banks have progressed from just provid¬ 

ing statements and transfers between an in¬ 

dividual’s accounts to putting ‘live’ transac¬ 

tions on the Internet like bill payments to 

third parties,” he added. 

However, Yeo feels that the ability to do 

Internet-based online payments is still re¬ 

local banks are 
doing more 
transactions 
electronically. 

stricted in terms of the number of payee or¬ 

ganisations. 

“Once banks allow payments to more or¬ 

ganisations, demand for Internet-banking 

will grow too.” 

Yeo said interest shown by bank custom¬ 

ers in Internet banking is encouragingly high 

but the number of people currently actively 

doing such banking remains small because 

banks are extending it at a cautious pace. 

“Coming up in the future are electronic 

payment of shares, certificate of entitlement 

(COE) bidding and online loan applica¬ 

tions,” he said. 

But Yeo noted that Internet banking will 

not be a replacement for the ATM or branch 

banking. 

“It's just another avenue,” he said. (jjjy 

Ignored issues make enterprise 
systems management fail 

Recommended Implementation Life-cycle 

of Enterprise Management Software 

By Tao Ai Lei 
Source: Mela Group 

The success rate of enterprise management software implementa¬ 

tion is very low because organisations often overlook critical is¬ 

sues like unrealistic user expectations and vendor oversell, Meta 

Group noted. 

Tom Scholtz, programme director for services and systems man¬ 

agement strategies, Meta Group, said that 30 per cent of such im¬ 

plementations have failed completely, or re-started. 

“Another 50 per cent can be judged to be partially successful," said 

Scholtz. 

At stake are the millions of dollars spent by users on these pack¬ 

ages. The cause for the high failure rate is due to a mix of factors 

ranging from a lack of focus, skillset mismatch and unrealistic ex¬ 

pectations on the part of users, and overselling by vendors, and com¬ 

plicated products. 

Centralised enterprise management products like Computer 

Associates’ Unicenter TNG, Tivoli’s TME 10 and Hewlett- 

Packard’s OpenView appear to be panaceas to IS managers who 

need to manage distributed products with limited staff strength. 

Organisations also often use different portions of these pro¬ 

grams for help desks, software distribution or network manage¬ 

ment. 

According to Scholtz, the focus of customers is unsurprisingly on 

blaming the vendors. Two of the common complaints leveraged 

against vendors are: the software does not have all the functionality 

promised by vendors; and the vendors do not have the resources to 

help in project implementation. 

“Primary vendors like Tivoli and CA have been too successful for 

their own good. They have sold so much software that they cannot 

sustain the trained resources required to help customers deploy their 

implementations,” said Scholtz. 

On the other hand, Scholtz noted that customers have tended to 

neglect the process and people issues. Most of them expect tools and 

technology to solve their problems. It is easy to forget that a man¬ 

agement tool is used to automate a management process, which 

implies knowledge of what the management process is supposed to 

be, before even selecting the tools, explained Scholtz. 
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rRENINGUNES 

Remember in days bygone where browsers were the rage and 

Microsoft and Netscape were doing all they could to one-up 

the other? That whole scenario has culminated with Microsoft 

giving Internet Explorer away, bundling it even (or at least, still 

trying) with Windows 95 and 98, and Netscape not only giving 

away Communicator, but throwing the source code in as well for 

good measure. 

has excellent features, it does not allow me to use Navigator 4 

(which 1 use as my default browser) to book tickets. The site cites 

a lack of security when using that browser as the reason for bar¬ 

ring the transaction. This of course took me by surprise (after all, 

a browser is a browser isn't it?) and I had to dig out the trusty 

Internet Explorer 3.0 which was lurking somewhere about my 

system, fire it up, and make the booking. 

0 
But that is not the reason I'm writing this column. You will 

recall that when the browser war was at its fiercest, vendors like 

Netscape and Sun started saying that it doesn’t really matter 

anymore which browser you use. 

“Which browser you use is a matter of religion. It doesn’t re¬ 

ally matter which one you use,” said one Sun official, if I recall 

correctly. “One is as good as the other and it is all a matter of 

preference.” 

Well, although that sounds very plausible, I now know that it’s 

a load of bull, no offence to anyone who still thinks otherwise. 

Let me explain. 

Being a recent convert to e-commerce. I was trying to book tick¬ 

ets to a couple of shows at the Festival of Arts 1998 over the 

Internet through Sistic’s Web site (www.sistic.com.sg). At the 

same time, I also had my eye on another event which I could book 

through TicketCharge (www.ticketcharge.net). 

By the way, I book tickets to movies via Golden Village’s Web 

site (www.golden-village.com.sg) too. It’s convenient and does not 

charge for using the Internet service, much unlike Sistic and 

TicketCharge which seem to see the need to impose a S$3 book¬ 

ing fee, but I digress. 

The point, and I do have one 

My point is that although the Sistic Web site is user friendly and 

But if you think that using Internet Explorer solves all your 

problems, think again. If you go to Sistic’s competitor, 

TicketCharge, you will find that although it allows you to transact 

using Internet Explorer, it warns that the transaction will be se¬ 

cure only if you use Navigator. 

As a user of POSBank’s Internet banking trial, I’ve discovered 

that after logging out of the site, my browser (Navigator 4.05) fails 

to work anymore, and I have to reboot the entire system to get it 

to work again. I don’t know if that is a function of the way my 

system is setup or that the POSBank site can’t handle the browser 

properly. 

Okay, so this may all sound very trivial to you. but the fact 

remains that a browser isn’t just a browser. 

The moral of the story (if any) is that in the Internet world, you 

really need both IE and Navigator, which is just a pain. 

E-mail: geraldwee@idg.com.sg 

P.S. Do let me know if you’ve encountered similar problems. I’m 

sure I’m not the only one, nor are the sites I've cited the only ones. 

Open Letter to Gates 
Dear Bill 

RE: If the Crash Wasn’t Planned. Mavbe It Should Have Been 

The very public crash of Windows 98 at Spring Comdex was brilliant. 

You again demonstrated your mastery of public relations. With one 

“accident,” you were able to get a huge amount of press. You changed 

some sentiments about you and Microsoft and also set the stage for cor¬ 

porations to follow your proposed path to NT 5.0. That repositioning is a 

classic move that has made you the world mogul you are. 

Chris Capossela, your Windows program manager who was drafted to 

demonstrate Windows 98, performed like a star. I particularly liked the 

banter between the two of you when Windows 98 crashed after Capossela 

plugged in the Universal Serial Bus port scanner. Your “That’s probably 

why we haven’t shipped Windows 98 yet” was good; and Chris’ “We still 

have work to do” set the stage for you to lay out a Windows NT 5.0 mi¬ 

gration pitch. 

Bill, I am sure that it is frustrating for you to have all these naysayers 

jump into the “we hate Microsoft" camp. Obviously the growing concern 

about you and about Microsoft’s role in this important industry is affect¬ 

ing your corporate customers. We all know that your first two attempts 

to change public sentiment bombed. Many people just didn’t buy the 

kinder, gentler image overhaul that you tried in January. Like a Brioni suit, 

it was a style that didn't fit you too well. 

But this time was the charm. You showed the type of media handling 

that has made Microsoft a household name. Your crash was on nearly 

every nightly newscast in the United States, as well as in newspapers 

around the world. Heck, you even made David Letterman’s Top-Ten list, 

(which wasn't any worse than that silly “Quiz Machine” segment you did 

when you were on his show). 

Beyond just gaining visibility, the crash gave the corporations a clear 

message to wait for NT. You've talked and talked about how Windows 98 

isn't a corporate product (and I know you are anxious that any corpora¬ 

tions that do embrace Windows 98 won't upgrade to NT until at least 2001 

— contradicting your grand OS plan). But given year-2000 pressure and 

fears, some have even been tempted to forgo your OS direction warning 

and install Windows 98 this summer. 

So the crash gave some teeth to your comments. 

It showed corporations that although Windows 98 

looks nice, it isn’t a Windows 95 bug elixir. Be¬ 

sides, although it boots faster and eases the inter¬ 

face, corporate apps will probably run slower. So 

you are hoping that corporations will continue to use Windows 95 for 

another year or so, then upgrade to NT when it finally comes out. 

Even if some IT guy tries to push Windows 98 in his company, the 

memorable images and stories about this crash will stifle their efforts; with 

no real alternative, NT won’t seem so far away. 

And it doesn’t hurt to let the United States Justice Department think that 

Win98 is far from ready. Won't the lawyers be surprised to find your de¬ 

velopers on time or ahead of schedule. 

I'm waiting for readers to tell me whether this crash affects their Win¬ 

dows 98 plans. I also wonder if they believe you are really this skilful. 

Maybe the crash was just an accidental thing that just happens in demos. 

If so, you sure are taking great advantage of it. 

Regards 

Mark 

Mark Tebbe (Mtebbe@lante. com.) is president of Lante, a consulting 
and integration company. 
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Semiconductor scene remains bleak 
By Eileen Yu __ 

Research organisation, Dataquest, has 

painted yet another bleak picture in the 

worldwide semiconductor market, with a 

projected growth rate of only 8.1 per cent in 

1998 and revenues barely touching US$159 

billion. 

This marks the third consecutive year in 

which the semiconductor market has per¬ 

formed badly, according to Gene Norrett, 

vice-president and group director, semicon¬ 

ductors, Dataquest. 

The market barely recovered with a 3.5 

per cent growth rate in 1997 after taking a 

6 per cent dip the previous year. 

In 1997, the semiconductor market was 

affected mainly by the Asian financial cri¬ 

sis and an excess supply of DRAM chips 

which led to a 19.7 per cent fall in its rev¬ 

enue, Norrett said. 

The emergence of low-cost personal com¬ 

puters, dubbed the sub-US$ 1,000 PC, had 

also created “a lot of chaos" in the industry, 

resulting in pricing pressures and "a lot of 

jostling around for a position in the [PC] 

market,” he added. 

Semiconductor manufac¬ 

turers are anticipated to 

spend US$43 billion this 

year compared to 1997’s 

spending of US$44.7 bil¬ 

lion, Norrett said. 

Dataquest also predicted 

increasing semiconductor 

content in the digital elec¬ 

tronics market, with the 

former contributing to 26 

per cent of the electronics 

revenue in 2000, compared 

to 20 per cent in 1995. 

Asia-Pacific (excluding Japan) is also 

poised to display the strongest growth in the 

digital electronics market, grabbing more 

than 20 per cent of the marketshare in 2000, 

and more than 25 per cent by 2005, accord¬ 

ing to Dataquest. 

Although the United States will still reign 

at the top of the digital electronics market, 

its growth would be somewhat flat, and due 

mainly to growth in Latin America, Norrett 

added. Japan is projected to take the biggest 

dive and will hold the smallest share in the 

market by the year 2005, slipping from its 

current second position. 

PCs will be the main driver of demand for 

semiconductors, growing to 132 million 

units worldwide by 2000, compared to only 

60 million in 1995. This increase is fuelled 

by the growing demand for sub-US$ 1,000 

PCs, Norrett said. 

Norrett added that semiconductor manu¬ 

facturers should look towards providing for 

upcoming markets in wireless telecommuni¬ 

cations, mobile/portable products, and dig¬ 

ital consumer products such as video cam¬ 

eras. (3D 
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Lotus to look closer at 
smaller users 
By Eileen Yu 

Instead of over-focussing on the 

large enterprise market as it did 

in the past, Lotus Development 

will now look towards investing 

more in small and medium enter¬ 
prises (SME). 

Jeffrey Papows, president and 

CEO, Lotus said this while in 

town recently to sign a series of 

Memoranda of Understanding 

(MOU) with key industry and 

business partners to provide serv¬ 

ices and applications in a bid to 

help build a knowledge-based 

Singapore society. 

“Lotus has historically over-focussed on 

Fortune 2000 organisations when SMEs 

make up about 30 per cent of our seat busi¬ 

ness,” he said. 

Lotus will be pumping 60 per cent of its 

US$250 million worldwide budget for mar¬ 

keting and sales strategies into the SME 

market this year. The company has also set 

aside 25 per cent of this budget for the Asia 

market, an amount which matches the pro¬ 

portion of its revenue from this region, 

Papows said. 

“Lotus has invested close to S$130 mil¬ 

lion in Singapore over the past seven years 

and we will continue to invest aggressively 

Papows: “Lotus has 

historically over-focussed 

oo Fortune 2000 

organisations." 

in software development and in¬ 

formation technology projects in 

Singapore," he said. 

The signing of the MOUs saw 

several partnerships formed be¬ 

tween Lotus and key industry 

and business partners in Singa¬ 

pore, including Singapore Tel¬ 

ecommunications, Lucent Tech¬ 

nologies, and Cisco Computer 

Security. 

An integral component of Sin¬ 

gapore’s Master IT Plan for 

schools, the partnership with Sin¬ 

gapore Telecommunications will 

offer an educational service 

called Student Teacher Parent 

Education System (Steps) on 

SingTel Magix, a broadband multimedia 

service on SingaporeONE, Lotus said. 

Developed using the Lotus Learning- 

Space platform, Steps enables teachers to 

create lesson plans, access linear and inter¬ 

active educational material, and share re¬ 

sources with teachers from other schools 

which are also on Steps. 

Parents can also track and monitor the 

child's performance and communicate with 

teachers through this service. 

"Our objective of developing Steps is to 

facilitate the teacher, student and parent to 

use IT in a creative and interactive learning 

process,” said Roland Tan, general manager. 

SingTel Magix. (3D 

New Pentium II servers 
land in Asia 

By David Legard_ 

IBM, Acer Computer International (ACI), 

and Dell Computer have all renewed their 

attack on the small business market in 

Southeast Asia with new entry-level 

Wintel servers. 

The trio of companies are promoting the 

expandability and ease of management of 

their respective products, as they look to 

take advantage of greater interest in 

Internet/intranet applications — one of the 

few growing market sectors in the region. 

Sales into the Southeast Asian corporate 

sector will be relatively more important in 

1998 because of the serious slowdown in 

regional consumer IT spending, according 

to market research company International 

Data Corporation (IDC). 

The three companies — Acer, Dell and 

IBM — all released machines running 

Intel Pentium II processors at speeds from 

266MHz to 450MHz. using Windows NT 

4.0, but each vendor is pursuing a slightly 

different market here. 

E-commerce aim 

IBM’s target customers for its new 

Netfinity 5500 and 3000 servers are small 

and medium-sized enterprises (SMEs) 

which are beginning to implement elec¬ 

tronic commerce. IBM is promoting the 

Netfinity’s data throughput capabilities 

via its dual channel Wide Ultra SCSI 

RAID controller. 

Dell broke the S$6,000 barrier with its 

Pentium Il-based PowerEdge 2300 run¬ 

ning at 333MHz, 350MHz, and 400MHz, 

and said this is the start of a concerted 

drive in the server market in 1998. 

“Over the next several months, we will 

introduce new state-of-the-art midrange 
and high-end servers that address the en¬ 

terprise and data center needs of custom¬ 

ers,” said Phil Kelly, Dell’s president in 

Asia-Pacific. 

Acer is promoting ease of management 

with its AcerAltos 330 using the vendor’s 

Web-based Advanced Server Manager 

(WebASM) — Web-based Simple Net¬ 

work Management Protocol (SNMP) man¬ 

agement software which enables network 

management and server management via a 

browser. 

Spending on servers fell by 10 per cent 

in Southeast Asia last year, according to 

IDC figures. But a strategic shift for cost- 

conscious users this year will be towards 

increased use of server-based local area 

networks (LANs), the Internet, and corpo¬ 

rate intranets, IDC said. 

Compaq Computer is currently the mar¬ 

ket leader in unit terms for servers in Sin¬ 

gapore, according to IDC, followed by 

Hewlett-Packard, IBM, Digital Equipment 

and Sun Microsystems. (3D 

ENTERPRISE, Continued from page I 

“So it is important for them to under¬ 

stand management processes. Customers 

get bitterly disappointed when they spend 

a lot of money on distributed systems 

management tools for software distribu¬ 

tion, enterprise backup and recovery, 

which just sit there,” said Scholtz. 

People power 

Human resources was another key rea¬ 

son why organisations neglect to provide 

the necessary skills and training to handle 

the software. Meta Group found that a lot 

of customers were under the expectation 

Page 4 

that buying software is a question of buy¬ 

ing and installing the programs. 

“It is estimated that it takes at least six 

months of experience before you get a 

competent framework systems program¬ 

mer,” said Scholtz. 

Organisations also underestimate the 

training required for people who use the 

tools on a day-by-day basis. Without 

training, the tools may not be fully ex¬ 

ploited. 

Finally, few organisations have man¬ 

aged to move to a process-oriented organi¬ 

sation, which organises the technology 

around business processes. 

“I think it is now common knowledge, 

that enterprise systems management should 

support business processes and applica¬ 

tions, instead of teams that run mainframe, 

Unix boxes, LANs or databases. There 

should be teams that look after perform¬ 

ance and capacity management, and serv¬ 

ice level assurance as management proc¬ 

ess.,” said Scholtz. 

While the programme life-cycle is being 

carried out, Scholtz suggested that custom¬ 

ers should look at the communication and 

human resource issues simultaneously. 

Meta Group recommended a communi¬ 

cation progamme that spans the whole life 

cycle of the implementation process. 

“Communicate to all the stakeholders 

what the objectives of the project are. If 

people in the organisation do not support 

the implementation, they will make the 

software fail,” said Scholtz. 

For human resources, relevant staff 

should be trained with the relevant skillsets 

to handle the software. 

Finally, it is recommended to retain 

existing point products, despite the ten¬ 

dency to use them as interim products. “In 

many cases, the point solutions become 

cornerstones of the implementation,” said 

Scholtz. (3D 
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Make the right choice - use original HP toner cartridges. Your 

choice of toner can make a world of difference. Use the wrong 

toner and you’re in for a rude shock. Refilled, reconditioned and 

remanufactured toner cartridges often lead to malfunctions such 

as leaking, spotting and jamming. On the other hand, when you 

strictly use original HP toner cartridges on your HP LaserJet 

printer, you’ll receive text, graphics and images that are always 

clear and sharp. 

The HP LaserJet-Toner Relationship. HP LaserJet printers and 

original HP toner cartridges are designed together as one unit. 

As such, they work together to give you flawless output. On top 

of that, every HP toner cartridge is manufactured under stringent 

quality guidelines with state-of-the-art facilities, worldwide, to 

give you the best print precision - solid fill and the sharpest edges. 

Toner r«ifid*e KtMA 

Replacing an HP toner cartridge 

refreshes your entire printing system. 

Each time you replace a new HP toner cartridge 

into your HP printer, you’re actually preserving 

the printer quality and sharpness. For a simple reason, 

each new HP toner cartridge provides you a new 

supply of high quality toner made specifically for 

your printer, and it’s fully backed by a lifetime 

HP photo 
conductor drum 

HP charging 
roller 

warranty. As a result, you can expect no surprises, 

but clear, sharp output every time. 

Clear, sharp results at all times. HP toner 

cartridges complement your HP printer to 

complete the printing process. 

• Sharpest text and graphics 

• Resolution enhancement technology 

• Microfine toner 

• Trouble-free performance 

Do your share for the environment Every time you purchase an original 

HP LaserJet toner cartridge, you are also making an important contribution 

to the environment. That’s because by weight, up to 95% of every HP toner 

cartridge returned to HP is completely recyclable as raw material. 

But with original HP toners, you 
can expect top-quality printouts 

every time. 

Hewlett-Packard made a shocking discovery 

recently. One of its customers who owns 

hundreds oF HP printers was actually using 

non-HP toner cartridges in some 

forty HP LaserJet printers. As you 

would have guessed, all the toner 

cartridges in the printers were either 

leaking on one or both ends. For 

some, the transfer rollers were so badly 

coated with toner that they squeaked 

or didn't work anymore. Others had 

toner caked around the hot roller, 

fuser claws, etc. “The damage done to 

the printers by the non-HP toner 

cartridges was horrible" revealed 

our engineers. True to their words, 

the damage on some of the 

printers was so extensive that they 

were beyond repair, while others 

had to undergo a costly “cleansing" process. 

When told about this, the head of the Purchasing 

Department in the company commented: “It’s a 

costly lesson for us indeed. Non-HP toner 

cartridges are just not worth it!” 

wrong toner and 
for a surprise.^. 

HP LaserJet Toner Cartridges 

Always Clear, Always Sharp 
For more information on original HP toner cartridges, visit your nearest authorised HP dealer or selected computer store. 

HP Customer Caroline, Tel: 272 1788. HP Authorised Dealers: Sagglo Computer Co. (S) Pte Ltd 275 2055 (Supplies) • CSA Automated Pte Ltd 278 9566 • Engineering Computer Services Pte Ltd 295 3566 • Primefield Co. 
Re Ltd 271 7776 • ST Computer Systems & Services Ltd 240 3334 • SVOA International Re Ltd 775 5966 • Transmarco Data Systems 278 8988 • UIC Computer Systems Re Ltd 249 2128 • AslaSoft (S) Pte Ltd 742 6000. HP Certified 
Retailers: The Best Connection Computown Century Square 784 6200, IMM Building 564 4022, Marina Square 338 8110, Ngee Ann City 835 2855, Thomson Plaza 456 3922 • Challenger Superstore DBS Tampines Central 426 9124, 
Funan Centre 339 9008 • Courts Workstation Ang Mo Kio 453 3772, Bukit Merah 273 7350, Bukit Timah 468 1355, Jurong Point 793 5676, Tampines Mall 788 8027, White Sands Pasir Ris 581 1080. Electric City Buklt Panjang 
Plaza 892 9622, Heeren 735 6977, North Point 756 7228, NTUC Hougang Mall 385 7866, Parkway Parade 344 8928, Tampines Mall 783 3122 • Addon Systems Pte Ltd 338 3778 • Alphasoft Re Ltd 339 1562 • Betts Marketing 
Services Pte Ltd IMM Building 568 2441, Jurong Point 792 2225, White Sands Pasir RIs 585 1378 • Vinks Systems and Technologies Re Ltd 332 5880 • Elmco Pte Ltd 339 2608 • IT Family SAFE Alexandra 476 3784. SAFE 
Blshan 250 1985, SAFE Lot 1 762 9463, SAFE Sims Dr 842 9567 • Micro Research Business Solutions Pte Ltd 334 8900 • Parity Computer Sales & Services 337 4966 • South Asia Computer Pte Ltd 337 0871 • Warehouse Direct 431 0181 
HP Supplies Wholesalers: Dlgiland (S) Pte Ltd 545 9933 • ECS Computers (Asia) Pte Ltd 299 9433 • SIS Technologies Pte Ltd 473 9898 • Systems Technology Pte Ltd 299 2933 • Dalsytek Asia Pte Ltd 280 9077. 
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Borland changes name to Inprise 
By Niall McKay 

In a bold move to ditch its image as a “strug¬ 

gling tools company” and refocus its busi¬ 

ness on the enterprise software market, 

Borland International has changed its name 

to Inprise, launched its Professional Services 

consulting organisation, and announced its 

Enterprise Application Server. 

“I want Borland to be a US$500 million 

dollar company in the next three years, and 

1 intend to grow the company through inter¬ 

nal development and acquisitions," said Del 

Yocam, chairman and CEO of Inprise. 

By leveraging object-based middleware 

products from its acquisition of object re¬ 

quest broker (ORB) vendor Visigenic Soft¬ 

ware and launching a Professional Services 

consulting organisation, as well as changing 

its name. Borland wants to jump from be¬ 

ing the No. 2 desktop tools vendor to the 

No. 1 application server vendor. 

Officials said the name Borland has nega¬ 

tive connotations in the enterprise. 

“The name Borland says 'struggling tools 

company,’ ” said John Floisand, senior vice 

president of worldwide sales for Inprise. 

“We have been known as a desktop tools 

company, which is fine, but now we need to 

sell our Enterprise Application Server to 

CIO level.” 

Product connerstone 

Meanwhile, the company announced its 4# Inprise 
Integrating the Enterprise 

Conference Program (Free Admission) 

Various On-Site Activities 

TRTC Digital Card Design Contest '98 

IdN Design Award Display - Multimedia Presentation 

IdN Design Award Gallery 

Digital Admission Card - Limited Release 

Special Purchase Discount Card 

Total Solution Centre / Mac Applications Zone 

Digital Studio 

Open Theatre 

Macworld Hotline: (852) 2527 9338 

Macworld Web Site: 

http://www.seed.net.tw/SEMINAR/MAC 

Time/Date 23 May 24 May 25 May 26 May 27 May 

Publishing/Dcsign Mac at the Web Digital Imaging Entertainment Publishing/Design 

10:00-10:40 Color Separation in 
CoIorS ync 

WebObjcct for Dynamic 
Publishing 

Digital Proofing on the 
Paper 

DVD Insight Chinese CID font 

11:00-11:40 Color Management Web Multimedia 
Applications 

Digital Proof on DTP Animation Techniques. Tips 
and Tricks for 2D & 3D 

QuarkXPress 4.0 - Cross 
Media Publishing 

12:00-12:40 Multimedia Presentation Multimedia Presentation Multimedia Presentation Multimedia Presentation Multimedia Presentation 

I'uhlisliing/Design 

1:00-1:40 New Technology 
Announcement - Apple 

New Technology 
Announcement - Apple 

Color Print-on-demand Photoshop Special Effects 
and Action 

From Screen to the printed 

page 

Mac at the YYcb 

2:00-2:40 Keynote - Apple Keynote - Adobe QuickTime VR on the Web Exploring Computer to plate 
System for Publishing 

Proofing Solution for 
Computer-to-plate Workflow 

Digital Imaging I’tililishiiig/Disigii 

3:00-3:40 Digital Printing for Fine Art 
Photographers 

Essentials of Web 
Publishing 

Dynamic HTML New Concept Page Layout 
in FrameM&kcr + SGML 

TRTC Digital Card Design 
Award Presentation Ceremony 

4:00-4:40 Professional Digital 
Photography 

Pre-Press Workflow in 
Applescript 

Video on the Web PDF Workflow in 

Publishing 

Organizers : Sponsors : Conference Sponsor: Web Site Sponsor: 

O #IDG 
CETRA WORLD EXPO 

Qnnj Etimul Trjdt IDG World fxpa'Aju 
Dfwtopmml Council 

Team Strong 
Media Co., Lid 

SEEDNET Taiwan 

Sponsoring Publications: 

Computerworld • Electronic Design 

• IdN • GC Publication • InfoMac 

• Macworld • .net • New Vision 

• PC Home • PC Office • PC World 

For enquiries, please contact IDG World Expo / Asia at Tel: (852) 2527 9338 Fax: (852) 2529 9956 email: ellis_tsang@idg.com.hk 

Enterprise Application Server, which will 

become the cornerstone of the company’s 

enterprise-software strategy. 

The product will support major server- 

side software component models, including 

the Object Management Group’s CORBA 

and Sun’s Enterprise JavaBeans, according 

to Zack Urlocker, Inprise’s vice president of 

marketing. 

However, the company appears to have 

backed off its previous position with 

Microsoft and will now only support 

Microsoft’s Component Object Model 

through bridging technology and will not 

support Microsoft Transaction Service ob¬ 

jects in the server, like some of its competi¬ 

tors such as Iona Technologies and Sybase. 

“Borland (Inprise) is the first major ven¬ 

dor since Netscape to come out and say that 

its product is based on the Object Manage¬ 

ment Group’s CORBA,” said Richard 

Soley, chairman and CEO of the Object 

Management Group. 

Meanwhile, the company will integrate its 

JBuilder, C++Builder, and Delphi develop¬ 

ment tools with Visigenic’s Integrated 

Transaction Server (ITS) ORB-based trans¬ 

action processing Monitor in an attempt to 

bring the benefits of ease of use and rapid 

application development to the CORBA 

community, according to officials. 

Yocam committed to delivering the Enter¬ 

prise Application Server; ITS Services; in¬ 

tegration with mainframe environments such 

as IBM’s CICS and BEA’s Tuxedo; integra¬ 

tion with enterprise resource planning ven¬ 

dors such as SAP; and providing a way for¬ 

ward for its Entera customer sites. 

“They have a hell of a job ahead of them,” 

Rymer said. “They are launching into a very 

busy space and I don’t see why companies 

like IBM and BEA will want to help.” 

Meanwhile, Enterprise Application Server 

now brings Borland into competition with 

many of its former partners in the tools busi¬ 

ness such as Oracle and many current licen¬ 

sees of Visigenic’s ORB. For instance, Ora¬ 

cle, Sybase, NetDynamics, and GemStone 

all license the Visigenic ORB as core tech¬ 

nology for their application servers. 

Indeed, some licensees who requested not 

to be named said Borland had refused to li¬ 

cense its Integrated Transaction Server prod¬ 

uct for competitive reasons. 

However, Inprise officials refuted this. 

“We are still in discussion with our licen¬ 

sees,” Urlocker said. “We have not made 

any decision.” 

Meanwhile, some analysts believe that the 

birth of Enterprise Application Server will 

spell the end for Entera, but Inprise officials 

say the company will continue to support the 

product in the foreseeable future. (JJ) 
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10/100 Networking from 3Com®. Another example of technology improving your lifeotyle. 

As an IT manager, you’re used to hearing complaints. But with 10/100 Networking from 

3Com, you’ll start hearing some very welcome compliments. 

The SuperStack* II Dual Speed Hub 500 has everything you need to migrate to the power and 

flexibility of an auto-sensing 10/100 network, including ‘smart’ auto-sensing to identify cable 

quality. As simple as a 10Mbps hub and 10 times faster. 

****** **•«•{ So find out more. Visit our website today at 
- 

www.3com.com/ 10-100solution 

The SuperStack II Dual Speed Hub 500. 

10/100 networking from 3Com. Your network will never be the same. Neither will your golf game. 

Fast EtherLink® XL 

PCI TX 10/100 NIC. 

The next-generation 

PCI card providing even 

higher performance 

at a lower cost 

of ownership. 

3Com South Asia Ptc Ltd., 50 Raffles Place, Singapore Land Tower, #27-05/06 Singapore 048623 Tel: (65) 538 9368 Fax: (65) 538 9369 

Authorized 3Com Distributors: CSA Distribution Pte Ltd Tel: (65) 276 9990 Fax: (65) 276 9991 SIS Technologies Ptc Ltd Tel: (65) 473 9898 

Fax: (6S) 473 4512 Tech Pacific (S) Pte Ltd Tel: (65) 278 8686 Fax: (65) 273 2876 

Copyright © 1998 3Com Corporation. All rights reserved. 3Com, the 3Com logo, EtherLink and SuperStack are registered trademarks of the 3Com Corporation. 
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Worldwide PC sales climb 
By Rebecca Sykes 

Worldwide sales of PCs continued to 

show healthy growth for the first 

quarter of 1998, up 14.1 per cent 

over the same quarter last year, 

according to market researcher, 

Dataquest. 

The strongest growth for the quar¬ 

ter was achieved by Compaq Com¬ 

puter. Dell Computer and Hewlett- 

Packard. all of which are well posi¬ 

tioned for continued strong sales, 

according to a statement 

from Dataquest. 

Geographically, 

the United States continues 

to see greater growth than 

the worldwide market, with 

PC shipments increasing 

16.2 per cent in the quarter, 

the statement said. In the 

United States, Dell slid into 

the number two sales spot 

and Gateway 2000 moved to 

the number four spot, and 

IBM and Packard Bell-NEC 

both lost market share, it 

said. <3J> 

Dell Computers is one of the PC vendors poised for continued strong sales 

Preliminary Worldwide PC Vendor Unit Shipment 
Estimates First Quarter 1998 (Thousands of Units) 

01/98 Q1/98 Market Q1/97 Q1/97 Market Growth 

Company Shipments Share (%) Shipments Share (%) (%) 

Compaq 2,645 12.5 1,901 10.2 39.2 

IBM 1,605 7.6 1,553 8.4 3.3 

Dell 1,539 7.3 927 5.0 66.1 

Hewlett-Packard 1,329 6.3 773 4.2 72.0 

Packard Bell-NEC 1.002 4.7 1,016 5.5 -1.4 

Others 13,080 61.7 12,403 66.8 5.5 

Total 21,200 100.0 18,573 100.0 14.1 

Source. Dataquest 

SINGAPORE SCENE 

Joint venture to set up NTUC Link 

The National Trades Union Congress (NTUC), ST 

Computer Systems & Services (STCS), and the Na¬ 

tional Computer Board (NCB), signed a joint venture 

agreement to establish NTUC Link, a company which 

will operate more than 500,000 smart cards for union 

members. STCS holds a 30 per cent stake in the part¬ 

nership and will provide the technical expertise and 

knowledge needed to develop the smart cards. NTUC 

has the biggest share at 56 per cent and will provide 

the customer base, loyalty programme and other serv¬ 

ices which NTUC Link will be developing. One key 

feature of the smart card is the NTUC Link Loyalty 

Scheme where members can gain bonus points from 

purchases made at NTUC Co-operatives, NTUC Club 

and other participating outlets. 

MINDEF goes business online 

The Ministry of Defence (MINDEF) has hopped on 

the electronic-commerce bandwagon with its new 

MINDEF Internet Procurement System (MIPS), ena¬ 

bling it to conduct business-to-business transactions 

with its suppliers via the Internet. Suppliers registered 

with MIPS will use a smart card embedded with the 

user’s electronic identification in order to carry out 

transactions such as submissions of bids and invoic¬ 

ing for payment. While payment status will be re¬ 

ported via MIPS, payments will still continue to be 

made either through GIRO or by cheque. 

PI offers low cost ISDN 

Pacific Internet (PI) is offering low cost Integrated 

Service Digital Network (ISDN) connection to the 

Internet for corporate customers. Corporate users can 

select from a range of a S$200 monthly charge with 

100 hours of 64 K-bit per second (Kbps) high speed 

Internet access via ISDN line, to a SS300 monthly fee 

with 100 hours of 128 Kbps ISDN line. Bundled with 

this package are free Global Roaming accounts, NT- 

1 interface installation and five free e-mailboxes. PI 

also offers unlimited ISDN access starting from SS980 

per month which will be bundled with free rental of a 

Compex ISDN router with built-in NT1, firewall, and 

data encryption. 

Network Associates opens office here 

Network Associates Asia-Pacific has opened a cus¬ 

tomer technical support centre here to provide free tel¬ 

ephone technical support of all its range of products 

to customers and resellers. The Network Associates 

Customer Care (NACC) is available to all registered 

users of Network Associates products bought in Asia 

on weekdays between 9am and 5pm. 

Golden Village goes online 

Movie goers with Golden Village can now book and 

pay for their tickets via the Internet, and also through 

a new 1900 hotline. Each transaction for both options 

allows a maximum of nine tickets with a surcharge 

of 50 cents per ticket to offset operational and serv¬ 

ice costs. Golden Village said. Callers to the 1900 

hotline will have to pay an additional 30 cents per 

call which covers the cost of the 1900 service. How¬ 

ever, the two services will be offered for free to cus¬ 

tomers during the trial period which will end 2 July. 

Tickets booked via the Internet must be paid for us¬ 

ing only Visa credit cards, while tickets booked 

through the 1900 hotline can be paid for in cash or 

with Visa cards. Tickets purchased via credit card 

can be collected minutes before showtime, but cash 

purchases must be picked up at least 30 minutes 

earlier. Tickets can be collected at cinema ticket 

counters from any of the six Golden Village 

Multiplexes and not just from the one where the 

customer is watching the movie. The site is 

www.goldenvillage.com.sg. 

S-ONE now @ CCs 

The People's Association (PA) and National Compu¬ 

ter Board (NCB) have brought SingaporeONE, the 

local broadband network, to ten community centres/ 

clubs. Called SingaporeONE Clubs@CCs, this latest 

venture brings a complete suite of Internet interac¬ 

tive multimedia applications and services to the com¬ 

munity. The new initiative is also in line with NCB’s 

aim to have SingaporeONE easily accesible to the 

community at large, according to Michael Yap, as¬ 

sistant chief executive, infrastructure and systems, 

NCB. 

CDMA to block 
GSM hegemony 

By Rebecca Sykes _ _ 

The dominance of GSM (Global Systems for Mobile Com¬ 

munications) is being thwarted by relative newcomer 

CDMA (Code Division Multiple Access), according to a 

new study by In-Stat. 

Overall, the market share for GSM is expected to drop 

from 44 per cent to 37 per cent by 2001, according to Ray 

Jodoin. senior analyst at In-Stat. 

© Stat &ht<h£ 
A Cahncri Information Company tor lha tlactronica Induairy 

GSM is and will remain dominant in Europe, but since 

North and South America and Asia are using GSM as well 

as CDMA, GSM will not be the only wireless communi¬ 

cations option, Jodoin said. 

“ GSM has not become the worldwide pervasive network 

that the GSM operators would have liked it to become,” 

Jodoin said. 

CDMA's advantages over GSM are better sound qual¬ 

ity and that it increases the number of calls a carrier can 

handle, according to Jodoin. 

CDMA’s attributes mean that most companies putting in 

new infrastructure will choose CDMA, unless they already 

have substantial GSM networks or their neighbours use 

GSM, since the two technologies are not interoperable, 

Jodoin said. 

But GSM network users will not be using second-rate 

technology. GSM “works quite well,” Jodoin said. 

However, CDMA is to GSM as a late-model car is to a 

car which was state-of-the-art ten years ago, Jodoin said. 

“It’s a newer technology and has the advantage of ten 

years of development over GSM,” he said. (3£» 

IT vendors join on 
bio-metric security 

By Torsten Busse 

A number of PC hardware and software developers an¬ 

nounced the formation of an industry consortium dedicated 

to commercialising and unifying security products based 

on biometrics technologies, including fingerprint, voice 

and face recognition. 

In the third quarter of 1998 the BioAPI Consortium, 

which includes Compaq Computer, IBM, Identicator Tech¬ 

nology, Microsoft, Miros and Novell, plans to publish a 

high-level API (application programming interface) de¬ 

scription and a statement of scope. 

Governments and armed forces around the world have 

long been using biometrics to protect classified and confi¬ 

dential material. The BioAPI consortium intents to broaden 

the use of the technology to the commercial PC sector to 

improve the authentication of PC users. 

Products based on biometrics include security devices 

such as cash machines that identify users via a scan of the 

facial shape or the iris of an eye, and digital fingerprint 

pads that give users access to a PC by matching a user’s 

fingerprints. 

Banks and credit card companies such as MasterCard 

International and Barclays Bank consider biometric cus¬ 

tomer authentication technologies as the “ultimate secu¬ 

rity key to future payment systems" and applaud the ef¬ 

fort to address interoperability among various products 

that use biometrics, according to statements by the com¬ 

panies. <gj) 
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IBM rounds out business-intelligence 
offerings THH 

By Tao Ai Lei 
—- mmmm MM t ■ 

IBM has announced a slew of new 

software offerings in the realm of decision-support and business-in¬ 

telligence (BI). This marks a departure from previous announce¬ 

ments in this area, as it involves co-operation between various prod¬ 

uct groups and company divisions. 

To leverage IBM expertise in BI, IBM Singapore will be open¬ 

ing an Asia-Pacific Data Management Competency Centre located 

in Singapore. The centre will provide facilities for proof of concept, 

product demonstration and customer executive briefings. 

This competence centre will serve as a regional information ex¬ 

change centre for business partners, customers and consultants, said 

Dr. Hwang Kuo Wei, regional manager of Software Solutions at 

IBM Software ASEAN/South Asia. 

“There will be a core team based in Singapore, and satellite teams 

across Asia-Pacific,” said Hwang. 

Product offerings 

Part of the offerings was was the introduction of DB2 OLAP 

Server, which supplements the DB2 Universal Database RDBMS 

with online analytical processing (OLAP) using technology licensed 

from Arbor Software’s Essbase product. 

Also, a new version of IBM’s Intelligent Miner data-mining tool 

, will be made available for Windows NT and Sun Solaris plat- 

‘ forms. Other features of Version 2.1 include scoring, to deter¬ 

mine the importance of specific customers; integrated statistics 

and enhanced algorithms; and the ability to support business 

■ process flows. 

IBM will ship Intelligent Miner 2.1 for Text, which enables 

searches of new data sources such as correspondence, online news 

services, and e-mail, on AIX and Windows NT. IBM plans to add 

support for audio and image analysis in future releases. 

Also announced were DecisionEdge for Finance and Decision- 

Edge for Insurance, applications suites for determining customer 

attrition in the finance and insurance industries. The products are 

supported on IBM hardware platforms. The finance package is due 

during the third quarter, and the insurance offering is due by De¬ 

cember. 

IBM also unveiled versions of its Discovery Series data-mining 

applications for the banking and telecommunications industries. The 

applications are optimised for IBM platforms. 

The Visual Warehouse 3.1 software for building data marts and 

data warehouses offers improved data loading and the capability to 

access a DB2-based warehouse via a browser. The package also 

includes front-end tools from vendors such as Cognos and Business 

Objects. 

IBM’s BI plan includes specific packages for finance, insurance, 

banking and telecommunications industries, along with vendor-spe¬ 

cific products for users of packaged applications by SAP AG and 

JD Edwards. (3D 

CA-WORLD: CA announces new 
management software family 
By Marc Ferranti 

In an effort to offer flexibility to users who want to tackle specific 

management functions, Computer Associates announced a new line 

of management software products based on the Unicenter TNG 

Framework. 

And in a break with the past, CA is making the workgroup ver¬ 

sions of the products available only through value added resellers 

(VARs), systems integrators and third-party independent software 

vendors (ISVs). 

"Some companies make a strong business case for attacking a 

specific issue,” rather than automating all their network management 

at once, said Charles Wang, chairman and CEO of CA. 

CA is offering two series of management-function-specific prod¬ 

ucts -— the Enterprise Edition line and the Workgroup Edition line. 

Software in both series have all the capabilities of the corresponding Unicenter TNG 

functions, including cross-platform interoperability with Microsoft. Windows NT, Unix, 

Novell NetWare, mainframe and other environments, CA said. 

Initial products in the Enterprise Edition line include: AimIT (asset and inventory man¬ 

agement); ARCServe (storage management); DirectIT (directory management); FAXserve 

(fax management); GuardIT (systems security); Ingres II (relational database); InnocuLAN 

(antivirus); Jasmine (object-oriented database); NetworkIT (network management); Paradigm 

(help desk); ProtectIT (network security); Remotely Possible (remote control); and ShipIT 

(automated software distribution). 

The Workgroup Edition product line includes versions of the same products, with the 

exception of DirectIT, GuardIT and NetworkIT. However the workgroup line adds CryptIT, 

for secure data communications, and DoublelT, for network data compression. 

The plan to make the workgroup products available only through third parties builds on 

the company’s strategy to rely more heavily on indirect channels to sell software. CA offi¬ 

cials said that the company’s goal is to raise the percentage of software sales moving through 

indirect channel from the current 10 per cent to 15 per cent to 50 per cent. 

Service staffing 

CA itself also plans to add as many as 2.000 services employees this year to build up its 

newly formed Global Services organisation, which currently has fewer than 1,000 people, 

officials said. To do this CA plans to hire internally and make geographically strategic 

acquisitions, said Wang. 

“Buying CSC (Computer Science Corporation) was plan A, now we go to plan B,” 

quipped Wang, referring to CA’s failed takeover attempt of service company CSC. 

But some observers here cautioned that CA is heading off on a new tack. 

“Acquiring services people is different than acquiring software companies, it’s people¬ 

intensive and it’s going to take a different approach than the acquire-and-fire tactics of the 

past,” said one stock analyst at state pension fund that holds several million CA stocks, and 

who requested anonymity. (3D 

Wang: Buying CSC was plan 

A, now we go to plan B. 

Gemplus 
technology links 

smart cards, 
databases 

By Tom Diederich_ _ 

Gemplus has unveiled technology that allows 

smart cards to interface with traditional client/ 

server databases using the industry-standard Open 

Database Connectivity (ODBC) application pro¬ 

gramming interface. 

The move clears the way for to develop applica¬ 

tions that can perform transactions with large 

databases of information, the company said. It said 

the technology, code-named PocketBase, allows 

information to be shared securely by multiple par¬ 

ties without unneeded memory duplication. 

PocketBase uses the Structured Card Query 

Language, a subset of SQL, the most widely used 

language in database systems, according to the 

company. It can perform common database opera¬ 

tions, supports views on a given database table and 

includes an ODBC adapter that can be plugged in 

to a wide variety of client/server database develop¬ 

ment environments, such as Microsoft. Access, 

Visual Basic and Sybase PowerBuilder, as well as 

other databases such as Microsoft SQL Server, the 

company said. 

One analyst said the announcement marked a 

significant step forward for smart cards. “It’s kind 

of the next level.... It certainly turns up the burner 

a notch,” said John Dunkle, an analyst at 

Workgroup Strategic Services. 

“There are a lot of ramifications — even the abil¬ 

ity at some point in time for desktop systems to 

recognise which users are sitting in front of them, 

a profile that will allow them access not only to the 

internal LAN, but also the external enterprise LAN,” 

he added. 

Gemplus said the PocketBase Developer's Kit 

will ship next quarter and will include a smart card, 

a smart-card reader, ODBC driver software and li¬ 

braries, and developer documentation. No prices 

were released. (3D 

Platinum Software web- 

enables ERP apps 

Platinum Software is offering Internet 

hookups to its enterprise software. The 

company is offering two separate 

server packages to access its customer 

service and enterprise resource plan¬ 

ning (ERP) products, and will inte¬ 

grate both products as a single 

Internet-enabled package. The new 

Internet Object Server (IOS), which 

lets users search and retrieve informa¬ 

tion via the Web from Platinum SQL 

databases is immediately avail¬ 

able, Platinum IOS costs US$10,000 

(S$16,500), including a license for 

five named users; and a 20-user 

license costs US$5,000 (S$8,250). 

SCO releases Tarantella 

middleware upgrade 

Santa Cruz Operation (SCO) will re¬ 

lease on May 29 Version 1.1 of its 

Tarantella “application broker” soft¬ 

ware, which allows Java-based thin- 

clients running any OS to access ap¬ 

plications that were not themselves 

created with Java. Also called the 

Universal Application Server for 

Network Computing, Tarantella com¬ 

petes with products from Citrix Sys¬ 

tems and GraphOn. The new version 

includes support for up to 10,000 cli¬ 

ents, Java class caching on clients 

and native 3270 (mainframe) connec¬ 

tivity, HP-UX and IBM AIX compat¬ 

ibility. It is available at US$395 

(S$651) per user. 

Latest process software 

from Computron 

Computron, provider of financial 

management software, has an¬ 

nounced version 4.0 of its process 

software applications, that incorpo¬ 

rates integrated enterprise financials, 

asset management and process auto¬ 

mation modules with reporting, query 

and data management supported by 

workflow and Internet technologies. 

Delivered with a 32-bit Microsoft 

Visual Basic interface, the process 

suite of software includes workflow- 

based budget cycle management, ex¬ 

pense cycle management, and pro¬ 

curement cycle management. This 

version also introduces integration 

with OLAP vendors such as Red 

Brick, Essbase, Crystal, and Cognos. 

IFS rolls out process 

modeling 

IFS, Swedish provider of enter¬ 

prise resource planning (ERP) 

applications, announced IFS Active 

Modeler. Active Modeler graphically 

models and matches existing business 

processes within a company to busi¬ 

ness processes supported by IFS’ 

ERP software, IFS Applications, via 

corporate Intranets. Active Modeler 

is part of the IFS Active Enterprise 

suite of tools and methods designed 

to assist implementation, on-going 

support and changes in a dynamic 

business environment. 
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Microsoft gives Web-boost to Office 
By Ed Scannell and Bob Trott 

Microsoft is readying its HTML version 

of Office, referred to as Office 9, that will 

be designed to open the door to Web col¬ 

laboration via the desktop applications 

suite, according to sources familiar with 

Microsoft’s strategy. 

‘in 1998, the goal is to give the Office 

user access to the Web as a publishing ve¬ 

hicle. and then further out in 1999 [to use] 

the Web as an infrastructure for collabora¬ 

tion," said one source. 

HTML will be a native file format 

of Office 9, but Microsoft “will not dis¬ 

card the native Office binary by any 

stretch,” the source said. "The idea is to 

make HTML appear to be a peer to native 

binary.” 

Thin-client 
market 

picks up 
steam 

By Dan Briody_ 

The future of thin-client computing is be¬ 

ginning to take shape around two camps, 

with Microsoft’s release of its Windows 

Terminal Server (WTS) expected at PC 

Expo in June, and IBM's announcement of 

a network computer running an Intel chip. 

The company is also 

focussing on Office inte¬ 

gration with its Back¬ 

Office suite on NT, a 

move underscored in Feb¬ 

ruary when a company re¬ 

organisation caused the 

Office and BackOffice 

units to fall under a single 

manager. Bob Muglia. 

Microsoft is develop¬ 

ing closer ties between 

Office and BackOffice’s 

Exchange Server, as well Future versions of Office will be Web-based. 

Microsoft to present a 

package that allows Of¬ 

fice clients to be more 

tightly integrated with 

Exchange back ends,” 

said Dwight Davis, 

an analyst at Summit 

Strategies. “That is go¬ 

ing to happen any place 

Microsoft can figure out 

how to build synergies.” 

Microsoft also will try 

to leverage its Office suite 

to help sell more copies 

as building extensions to facilitate data 

storage on its Internet Information Server, 

sources said. 

“You will see a lot more effort by 

of BackOffice. Yet the company “must 

walk a pretty fine line" so that one Office 

product does not require the other, Davis 

added. 

Microsoft officials declined to comment, 

but officials have said in the past that the 

next version of Office would break func¬ 

tionality into components to let IT manag¬ 

ers decide which portions and features of 

the suite to install, battling the “bloatware” 

image fostered by the large Office 97. 

Last third quarter, six months after Of¬ 

fice 97’s release, Microsoft addressed ease- 

of-use concerns with a demonstration of the 

natural-language processing capabilities 

that are being built into Office 9. 

Summit’s Davis added that voice recog¬ 

nition in Office 9 “is almost a certainty.” 

“They will make a push to get speech in 

there, so you can imagine there will be 

some speech component built into Office,” 

Davis said. (iJJ) 

Oracle links Web to tools 
Boosting its decision-support tools. Oracle this month plans to release ver¬ 

sions of its Express Server online analytical processing engine and Discov- 

ererfront-end analysis tool that will funnel information to Oracle's Reports 

product, for Web-based report viewing. The company will detail plans for 

data-warehousing interfaces for third-party enterprise resource planning 

(ERP) applications. New Express and Discoverer products are expected to 

ship in early May and may eventually be bundled with Reports. The upgrade 

to Discoverer, Version 3.1, along with Express 6.1, will support publish¬ 

ing of reports on the Web via the Oracle Reports 3.0 report-publishing tool. 

Although users will be able to access these reports via a browser, they will 

have to wait for subsequent product improvements before being able to 

make queries via the Web, one source said. Oracle previously unveiled 

Express Web Publisher for Web-based access to Express reports. Pricing 

for the products is expected to be similar to existing pricing. Discoverer, 

for example, currently costs US$995 for end-users. 

Netscape has large focus 
Netscape Communications CEO Jim Barksdale last week launched a 

POP3 messaging drive that targets ISPs in order to provide Internet-based 

e-mail to smaller companies. The ISP announcements follow the directory 

coup, wherein Hewlett-Packard announced that it will integrate Netscape's 

Directory Server with its Internet development architecture, HP 

DomainFoundation Tools and FoundationWare. According to Netscape of¬ 

ficials, the announcement targets large enterprises and ISPs, and 

Netscape’s offerings will scale higher than competitors such as Lotus Notes 

and Microsoft Exchange. Further, Messaging Server 4.0 and a new Direc¬ 

tory Server will emerge in beta form late in July, as part of the Apollo up¬ 

grade rollout for SuiteSpot. 

New Java database out 
Object Design has shipped a new version of its single-user Java database, 

ObjectStore PSE Pro Release 2.0, featuring greater object collection sup¬ 

port. The object database, for embedded applications, has a footprint of less 

than 500K, but can manage 1G or more of data, according to the company. 

Java object models can be stored and retrieved without translation, for 

higher performance, the company said. The new storage layer in the prod¬ 

uct now supports collections of approximately one million objects, as op¬ 

posed to about 100.000 objects previously. Also new is support for Java- 

based queries and a "garbage collection" function for cleaning out obso¬ 

lete objects. Supported on Windows NT, Windows 95, and Sun Solaris, the 

product costs US$245 for the Developer Edition and $95 for end-user li¬ 

censes. Object Design can be reached at http://www.objectdesign.com/. 

l-commerce appeals to 
Microsoft 
Microsoft has launched a major Internet-commerce drive by bundling its 

Site Server and Microsoft Commercial Internet System (MCIS) into a sin¬ 

gle offering that will be packaged with software from companies such as 

Pandesic — a joint venture between Intel and SAP that offers turnkey I- 

commerce application software. MCIS — formerly code-named Normandy 

— is aimed primarily at ISPs that need to provide transaction type services 

to end-users. With the official release of Site Server and Site Server Enter¬ 

prise Edition 3.0. Microsoft hopes to prove it is a credible player in the I- 

commerce space by enticing ISPs to adopt its technology to run applica¬ 

tions from companies such as Pandesic and CommerceOne, which will 

enter into an alliance to link its Cl Commerce Chain business-to-business 

commerce system with the Microsoft product. 

IBM is fuelling the NC market 

by partnering Intel. 

Microsoft’s long-awaited 

WTS, code-name Hydra and 

originally expected to be an¬ 

nounced last month, will 

now be unveiled at PC Expo 

in New York, accord¬ 

ing to sources. 

With its consid¬ 

erable influence, 

Microsoft has already managed to sway 

several terminal vendors and at least one 

PC vendor, Hewlett-Packard, away from 

the NC and onto the Windows-based Ter¬ 

minal bandwagon. 

But the big fish that got away from 

Microsoft appears to be Intel, which this 

week aligned itself with IBM, Sun, and 

Oracle in announcing a future 

version of an IBM Network 

Station running JavaOS 

for Business and using 

an unspecified Intel 

chip. 

The high-end Net¬ 

work Station is ex¬ 

pected to be released in 

the first half of 1999 

and will conform to both Intel’s Lean Cli¬ 

ent specification and the Network Compu¬ 

ter Reference Profile. 

With major vendors now choosing sides, 

IT managers are left to sort out the relative 

merits of each thin-client architecture. 

One strong consideration will be cost. 

Though thin clients are meant to be less 

expensive because of lower-cost client 

hardware and the expected savings from 

less application administration, Microsoft’s 

pricing plans for WTS may come in higher 

than many would expect. 

Thin bundles 

Another key aspect to consider will be 

how server vendors choose to bundle their 

offerings around thin clients. 

Digital, for example, has already 

worked out bundling deals with terminal 

vendor Wyse Technologies for its Win¬ 

dows NT multiuser Server, and other 

thin-client vendors are looking to do the 

same. 

But amidst all the hype, some IT man¬ 

agers appear cautious about committing to 

C0MPUTERW0RLD 

any solution. Poor track records of com¬ 

panies such as Microsoft with previous 

thin-client attempts — particularly the 

NetPC wave that hit PC Expo last year and 

quickly died out. 

The issue of connecting terminals to dif¬ 

ferent operating systems through different 

protocols is also weighing on customers’ 

minds. 

“We’ll be forced to upgrade people to 

Windows Terminal Server in order for 

them to get the latest applications,” said 

one technology director of a US-based sys¬ 

tems integrator. “But we have so many 

Unix clients that we’ll also be forced to use 

MetaFrame from Citrix for [Independent 

Computing Architecture], It’s not an ideal 

solution.” (JJ) 
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Homegrown Mustafa goes for e-commerce 
By Tao Ai Lei 

For retail shop Mustafa, an electronic-com¬ 

merce (e-commerce) Web site seems a natu¬ 

ral extension to its business model. Part of 

their S$320 million yearly business, is a 

mail order service that receives orders from 

foreign lands, like requests for basmati rice 

from Japan, or orders for spices by Indone¬ 

sians, or orders for gold from London, or 

Australia. 

Mustafa will also indude an on-line “money change" 
at its site. 

Mustsafa Online will be officially avail¬ 

able when Singapore’s Network for Elec¬ 

tronic Transfers (NETS), launches its serv¬ 

ices as a local certification authority for dig¬ 

ital certificates. The site also accepts pay¬ 

ment by credit card through the Secure Elec¬ 

tronic Transaction (SET) protocol, and will 

potentially incorporate payments by Singa¬ 

pore’s CashCard. 

This online shopping centre implemented 

by Mohamed Mustafa & Samsuddin. is 

aimed at generating name awareness, instead 

of being solely driven by a profit-motive. 

Microsoft's Site 
Server 3.0 for 
e-commerce 
SyTao Ai Lei and Jett Symoens 

Microsoft’s latest version of Site Server 3.0 

aims to make it easier for corporate users to 

publish, find and deliver information over 

intranets. The Commerce Edition was designed 

to help companies create Internet and extranet 

commerce sites and applications. 

The product has the basic requirements for 

an electronic commerce site in a single pack¬ 

age, with features like a push server, graphical 

log analysis tools, direct mailer, ad server and 

sophisticated business-to-business commerce 

capabilities. It is likely to fulfill most small to 

mid-sized companies’ electronic commerce re¬ 

quirements. 

Microsoft is also working with a local elec¬ 

tronic payment provider, Network for Electronic 

Transfers (NETS), to allow payments by 

CashCard. NETS is also the local certification 

authority for digital certificates. VeriFone’s 

vGATE software snaps into Site Serverto enable 

the NETS payment gateway. 

“Site Server 3.0 will be building on the pre¬ 

vious version’s capabilities, by focussing not 

just on business-to-consumer transactions, 

but also business-to-business too," said Yong 

Yun Seong, BackOffice product manager at 

Microsoft Singapore. 

Site Server’s main catch is that it is 

Microsoft-centric, it requires Windows NT 4.0, 

Internet Information Server 4.0, Internet Ex¬ 

plorer 4.0, and relies heavily upon ActiveX and 

Active Server Pages. Some of the key Site 

Server elements, such as the product’s Person¬ 

alisation and Membership System, rely on 

Microsoft’s Active Server Pages. (JJ> 

“We are satisfied, even if there are few 

transactions,” said Mustaq Ahmad, manag¬ 

ing director of Mohamed Mustafa & 

Samsuddin. 

He explained, “This site is more to help 

us in advertising, so that when people look 

at the site, they will remember our name.” 

Mustaq went on to admit that “this is a 

high-cost project for the convenience of our 

customers.” 

Mustafa Online will be displaying popu¬ 

lar products on the Web site, which will be 

a fraction of the 90,000 products that the re¬ 

tail outlet carries. The Web site will also 

provide an electronic store front to buy and 

sell currencies with other money changers. 

The Web site was authored on Microsoft’s 

Site Server 3.0, running on HP NetServer 

with a dual processor and 256M of RAM. 

About S$ 125,000 was invested in the project, 

with S$ 100,000 allocated for hardware. 

Implementation of the e-commerce site 

took three months, with the bulk of the time 

spent linking to the mainframe HP9000 

which contained the inventory system. 

When the site goes ‘live’, Mustaq antici¬ 

pates that there may be an issue with little 

control over the shipping time for goods to 

reach customers, and the actual volume of 

transactions. 

“We are talking with transport companies 

like DHL and others, to determine time 

needed for shipments,” said Mustaq. 

Let Pacific * 
Internet 

put some 
myour 

business 
From only 

Get your company’s own Domain Name on the I nternet and connect your 

enterprise For universal connectivity, broad-band access, advanced technology 

and increased productivity at reduced cost Prom as low as $200 a month! 

Pi s Time-based ISDN Service oPPers: 

FREE Global Roaming accounts Extra Bonuses! 

FREE NT-1 Interface installation worth $100 Sign up by 30 June 1998, and enjoy 
these extras: 

FREE mailboxes for 5 employees FREE ISDN setup fee worth $350 

FREE 3 months’ subscription worth 
up to $900 

SingTel charges and SGNIC yearly fees will apply 

CALL: 8725800 E-MAIL: business@paciFic.net.sg 
HOTSITE: www.paciFic.net.sg 
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Internet solutions for corporate 

networks are now more 

affordable with Pacific Internet’s 

low-priced, high-speed Time- 

based ISDN service — where a 

fixed monthly fee is charged for 

a specific connection time. 

HOW LOW? 

JjJJJJJJJjOur 100-hour ISDN 64 

Access costs only $200 a month, 

and our 100-hour ISDN 128 

Access costs just $300 a month. 

_HOW FAST? 

An ISDN line has two 

64kbps channels; 128kbps is 

achieved when both channels 

are used together. With ISDN, 

dial-up time is only 2-S seconds, 

compared to 30-60 seconds on 

ordinary phone lines. 

SOLUTIONS FOR GROWTH 

We make future growth easy. 

You can start with our 100-hour 

ISDN 64kbps plan, and upgrade 

seamlessly to 128kbps when you 

need to. ask for our 

Unlimited 64kbps or 128kbps 

Access starting from 

$980/month, which includes 

rental of an easy to install 

and configure Compex ISDN 

router (with NT-1 

built-in, firewall and 

data encryption). Networks that work' 

BUSINESS NETWORK 
ACCESS SOLUTIONS 

ASCEND S total business 

network access solutions 

range from security (firewalls) 

to management (via proxy 

servers) to flexibility 

(telecommuting vs remote 

access). It allows users to use 

data and voice/fax at the 

same time and create their 

own local IP address. For 

more information and a copy 

of Ascend’s Resource Guide 

on Enterprise Networking, 

visit us now at 

www.pacific.net.sg/ascend 
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Cabletron tackles pricing and 
image problems 

been in the channel service 

for years, and Cabletron 

will continue to promote it.” 

But Cabletron will still 

adopt, what it calls, a direct 

customer interface. Song 

said. “We still want to en¬ 

sure the customers that they 

will be hearing our voice. A 

lot of channel partners are 

Neoh: Need to change 

misconception about 

Cabletron pricing. 

new in selling 

Cabletron, so by injecting our people, 

it’s in a way helping to sell our prod¬ 

ucts." 

Song said Cabletron will assign 

sales and technical teams alongside its 

channels partners when meeting with 

customers, but will leave the taking of 

orders to the channel partners, who 

will also oversee first level plans, such 

as initial network implementations. 

Due to customer demand, Cabletron 

will continue to manufacture and sell 

Digital products at least for the next 

ten years, she said. (5j> 

Tivoli deals into NT, PCs 
By James Niccolai 

By Eileen Yu _ 

Networking vendor, Cabletron, is eyeing the 

number one position in the market with its 

new SmartSwitch Router line, one which 

puts both switching and routing in the hard¬ 

ware. running at a speed 100 times faster 

and at one tenth the price of its competitors, 

it said. 

But it will first need to address its current 

pricing and channel image. 

The vendor’s pricing “hurts them in the 

market and has got people wondering if the 

company is as stable as it should be," said 

Terry Nifong, network design analyst, 

Monsanto. 

In an interview with Computerworld ear¬ 

lier last month, former Cabletron CEO Don 

Reed also revealed that he was re-evaluat¬ 

ing his company’s “unrealistic" pricing. 

According to CJ Neoh, marketing man¬ 

ager, Asean, Cabletron, the company’s pric¬ 

ing image is something that needs to be 

worked on. One of the ways is through the 

January acquisition of routing switch ven¬ 

dor. Yago. Yago's technology is used in 

Cabletron’s SmartSwitch Router line which 

starts at US$499 per 10/100 port, he said. 

Song May Wah. director. Cabletron, 

Asean, added that the company is trying to 

increase business awareness in the region. 

“We feel we have addressed the techno¬ 

logical part, but we still need to market our 

name to the public. And we want to present 

a single face, Cabletron, to our customers,” 

Song said. 

Song and Neoh were formerly employees 

of Digital's networking unit, before it was 

bought by Cabletron and officially renamed 

Cabletron’s Digital Network Product Group 

in the middle of March this year. 

Growing pains 

The company is targetting 5 per cent 

growth in Asean, but expects 20 to 30 per 

cent once the regional crisis blows over, said 

Song. “We believe the ground work we are 

working on now will get us there.” 

Cabletron’s business outside the United 

States was about 20 per cent in 1997, mainly 

in Europe and Asia-Pacific, according to 

Song. 

The company is aiming to increase this 

number by enhancing its brand recognition 

in Asean. Cabletron hopes to gain a foothold 

in the market through Digital’s strong cus¬ 

tomer base. 

But Cabletron has had a somewhat blem¬ 

ished name amongst channel partners 

which even led to former CEO Reed admit¬ 

ting that distributors, resellers, and integra¬ 

tors “haven’t felt very good” about 

Cabletron. “They saw us cherry-picking the 

best accounts and giving them what was 

left over.” 

This is an image that Cabletron is attempt¬ 

ing to improve, Song said. The company 

will focus on channel selling which has 

proven to be efficient, cost effective, and re¬ 

source effective, she added. “Digital has 

Tivoli Systems has struck deals with Intel 

and Microsoft designed to make it easier 

for businesses to use its remote manage¬ 

ment software with a swathe of forthcom¬ 

ing workstations, PCs and servers, Tivoli 

officials said. 

Microsoft has agreed to bundle the Tivoli 

Management Agent with its forthcoming 

Windows NT 5.0 operating system for 

workstations and servers, Tivoli said. 

Meanwhile, PCs that support Intel’s Wired 

for Management technology will be able to 

automatically locate a Tivoli server in a 

network and download the management 

agent from it. 

“Rather than having to put a CD in a 

computer to load the Tivoli agent, these 

deals take care of it in advance," making 

it easier and less costly to use Tivoli’s man¬ 

agement software, spokeswoman Ann Lit¬ 

tle said. 

The deals represent a minor coup for 

Tivoli, officials said, and follow an agree¬ 

ment struck with 3Com in January in which 

the networking giant agreed to support the 

management agent in its network interface 

cards (NICs). 

The Microsoft agreement in particular 

puts Tivoli at an advantage over competi¬ 

tors, Tivoli officials said, because it will 

make it easier for customers to use its prod¬ 

ucts to manage applications in both servers 

and workstations. Software management 

products offered by its competitors are for 

the most part bundled only with servers, 

Tivoli officials said. 

The management agent will ship with all 

workstations and servers that carry both the 

beta 2 and final versions of Windows NT 

5.0, Little said. Microsoft has pledged to 

deliver the beta 2 version by mid-1998, 

with the final version scheduled to ship late 

this year or early next. 

The agent can be downloaded to ma¬ 

chines equipped with Intel’s LanDesk Cli¬ 

ent Manager 3.3, which is scheduled for 

release in May. Alternatively, Tivoli will 

post information on its Web site mid-year 

about how to use the pre-boot execution 

environment in Wired for Management to 

download the agent, Tivoli said. (JJ) 

HP adds 
gigabit to 
switches 
Hewlett-Packard this week announced its 

entry into the Gigabit Ethernet arena with a 

couple of new switches. 

The ProCurve Switch 1600M is a 16-port 

configuration 10/100 autosensing switch 

with a slot for an optional Gigabit uplink to 

the backbone, while the Switch 8000M is a 

high port-density chassis package with up 

to 80 switched 10/100/1000 network con¬ 

nections for the enterprise backbone. The 

1600M offers up to 3.5G-bits per second 

(Gbps) of bandwidth while the 8000M ac¬ 

commodates 3.8Gbps. 

HP expects its Switch 8000M to have the lowest 
price per port in its class. 

Both switches support VLAN tagging and 

IP Multicast, and implement HP’s propri¬ 

etary switch meshing technology that bal¬ 

ances traffic over the network’s multiple 

switches. 

According to HP, one of the biggest 

draws of its product is price. 

“The cost per port of the 8000M is 

expected to start at US$250, while our 

competitors are at $400," said Joseph 

Puthussery, Asia-Pacific business unit man¬ 

ager, network products, HP. 

The Switch 8000M is positioned to com¬ 

pete with Cisco’s Catalyst 5505, 3Com’s 

CoreBuilder 5000, and Bay’s Centillion 100. 

— Gerald Wee 

N.e.T W O R K 
oTgT3£r 

Lucent's new wireless 
Lucent Technologies is set to introduce at the 1998 Networldilnterop show 

next week, a new wireless local area network (WLAN) product family, called 

WaveLAN/IEEE, that complies with a new standard for the product category. 

The new WaveLAN/IEEE PC cards use the same base technology as previ¬ 

ous WaveLAN systems, but conform to the ratified IEEE 802.11 standard 

for wireless LANs, Lucent said. WaveLAN IEEE-compliant PC cards are avail¬ 

able for laptop, portable and hand-held devices, and an ISA card is avail¬ 

able for desktop computers. Like previous WaveLAN products from Lucent, 

the new WaveLAN/IEEE can transmit data throughout a facility, penetrat¬ 

ing walls and floors. 

International 56K PC card 
modem 
IBM announced a PC modem card which features cellular capability that 

provides users with network connections in over 70 countries. The Inter¬ 

national 56K PC Modem supports both GSM (Global Systems for Mobile 

Communications) and the North American protocol PCS 1900, allowing 

users travelling from country to country to use the same modem for send¬ 

ing and receiving e-mail, accessing a network or database or accessing the 

Internet. It is bundled with Ring Central data-fax software, which supports 

multiple languages, and the IBM internet Connection software. Users can 

connect to the public telephone system signal without changing any hard¬ 

ware, by clicking on the country they are travelling in to configure their 

system, IBM said. 

Bay bridges with IP 
networks 
Bay Networks took its first tangible step into the voice-over-IP (VOIP) arena 

this week with its announcement of the Voice Gateway 4000. Voice Gate¬ 

way 4000, which is the first product to emerge from Bay's partnership with 

NetSpeak, is a hardware/software combination that bridges a corporate 

PBX or a public switched telephone network with an IP network. “This prod¬ 

uct also utilises back-end NetSpeak services, such as call-routing capabili¬ 

ties, billing, and gateway-management functions," said Jeff Wolf, product 

manager for signal processing and voice products. The product can 

support as many as four T1 lines in a single chassis and is available with a 

minimum density of 24 digital ports. Pricing starts at US$1,500 (S$2,475) 

per port. 
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The next 
generation 
corporate 

network 
Network traffic to and from file and print 

servers has a profound impact on network 

traffic patterns, and can account for more 

than 50 per cent of all traffic. 

If you are a network manager or an archi¬ 

tect at a major corporation, most of your 

most critical network design decisions were 

probably made during the early 1990s. The 

next few years were spent scaling and de¬ 

ploying the network to all comers of the cor¬ 

poration. The need for greater bandwidth 

brought with it an onslaught of new tech¬ 

nologies and products. 

By late 1995, the networking landscape 

was beginning to look pretty confusing. 

Technologies such as switched Ethernet, 

100Base-T lOOVG-AnyLAN, Copper Dis¬ 

tributed Data Interface (CDDI) and ATM 

were being offered as alternatives to satiate 

our impending appetite for bandwidth. 

Some vendors became almost obsessed 

with the notion of latency and began to sug¬ 

gest networks should be flattened and 

switched, with routing pushed to the wide- 

area edges. And now, traffic levels are be¬ 

coming legitimate concerns. 

Bandwidth drivers 

This need for greater network capacity is 

generally due to application usage or the re¬ 

positioning of network resources, and some 

combination of the following: 

• A move toward fewer, larger, more-cen- 

tralised servers for file, print and other ap¬ 

plications, as companies continue to bring 

the once highly decentralised LAN environ¬ 

ment under central IS management. 

• Automation of core business functions 

including implementations of production 

workflow systems, groupware and office 

automation tools. 

• An explosion in the use of e-mail. 

• The use of Web technology for every¬ 

thing from information distribution to core 

business activity. 

Most of those issues have something in 

common — they tend to produce relatively 

greater percentages of non-local than local 

traffic. Non-local refers to traffic that leaves 

what was traditionally considered the users’ 

local LAN segment, often equivalent to their 

local TCP/IP subnet. 

This high volume of file and print 

server network traffic, has persuaded LAN 

administrators to increasingly move to¬ 

ward centralised file and print servers in 

order to minimise the work involved with 

personnel moves. If the servers are on dis¬ 

tributed local LAN segments, the LAN ad¬ 

ministrator has to move an individual's 

identification information and files from 

one server to another when the employee 

moves to a different LAN segment. If this 

is not done, user-to-server traffic will 

cross a router. If enough of this traffic 

starts crossing your first-generation back¬ 

bone routers the routers will begin drop- 

TOM STENSON reports on 

bandwidth demands 

from file and print servers 

ping packets and you will have perform¬ 

ance problems. 

Because most personnel moves occur 

within a building, LAN administrators pre¬ 

fer to move toward fewer, larger file and 

print servers, centralised in the building 

core. LAN administrators prefer that the 

network be agnostic with regard to the seg¬ 

ment or subnet on which users and servers 

are located. This would mean an administra¬ 

tor would need only change a network ad¬ 

dress (in the case of TCP/IP) when a person 

moves, a major labour savings compared to 

the old environment. 

In addition, much intra-building traffic is 

conducted among workstations and file and 

print servers. When these servers are cen¬ 

tralised in a computer room, this traffic typi¬ 

cally passes through only one or two rout¬ 

ers. Therefore, schemes focussed on im¬ 

proving performance in multihop scenarios 

do not apply here. 

Intra-building traffic tends to be primarily 

IP and IPX with minimal requirements for 

advanced features such as filtering and 

prioritisation. These features often are used 

in the WAN, where security and bandwidth 

considerations are more significant. 

These relatively simple routing require¬ 

ments should allow vendors to eliminate a 

lot of the protocol and advanced feature 

functionality that makes up most of a tradi¬ 

tional router’s software. Instead, they can 

focus on very fast and simple IP and IPX 

Layer 3 forwarding. (JJ) 

HP revs JetDirect 
for Fast Ethernet 
By Marc Songini 

Hewlett-Packard announced that it has added 

Fast Ethernet capability to its JetDirect print 

server line. 

HP’s new JetDirect 300X external print server, 

along with the company’s Web JetAdmin 3.0 

management software, is designed to help IT 

managers migrate their networks to Fast 

Ethernet. The server also supports lOBase-T 

Ethernet environments and can auto-negotiate 

between lOBgse-T and Fast Ethernet. 

The company claims the product will work 

with HP’s and other vendors’ printers. HP al¬ 

ready offers print servers for token ring and 

lOBase-T Ethernet networks. 

A print server, usually just a CPU with a stor¬ 

age disk, generally controls one or more print¬ 

ers in a network. 

The 300X, which is the size of a video cas¬ 

sette, has a small built-in light display to tell IT 

managers if they are connecting to a 10Base-T 

or Fast Ethernet network. 

"IT managers have lOBase-T and 100Base¬ 

TX workgroups in the same area of the build¬ 

ing, and what this does is make it easier when 

they hook up the print server,” said Dani 

Weinstein, worldwide product manager for 

JetDirect. 

The 300X also has 2M of flash memory for 

software upgrades. With the JetAdmin software, 

IT personnel can remotely discover, configure 

and manage printers on their network. 

The 300X works with a variety of operating 

systems, including Windows, OS/2 and Unix. 

The JetDirect 300X costs US$299 (S$493). 

Web JetAdmin 3.0 is available now and can 

be downloaded off the www.hp.com/go/ 

webjetadmin site. 

1 F YOU WANT TO 

PROF IT FROM 10/100 

PRINT 

TH 

SERVERS 

INK T 

TODAY 

HIN 

THE AXIS PRINTPOINT- 560/100 

JUST ONE OF A SUITE OF THINSERVER'” TECHNOLOGY PRODUCTS, 

ONLY FROM AXIS. 

Introducing 

the AXIS 

PrintPoint 560/100 

print server, from 

Axis Communications. Just 

add it to your networks and 

all your printers can run over Fast 

Ethernet. PrintPoint 560/100 supports 

both 10 Mbps and 100 Mbps and 

automatically adjusts to network 

speed, so users can easily connect 

any printer to any network segment. 

With sustained throughput of up to 

500 kbytes/second, PrintPoint 560/ 

100 is the fastest 100 Mbps print 

server on the market. It comes in 

3-port and simultaneously supports 

Netware, Unix, Windows NT and 

other leading network platforms. And 

you can manage it with a standard 

Web browser. 

The AXIS PrintPoint 560/100 is the 

newest addition to our family of 

Ethernet print servers. And it’s part of 

What is ThinServer Technology? 

Ir's a breakthrough technology 

that makes peripherals of all 

kinds "network-ready." 

Axis is a registered trademark, 

and AXIS PrintPoint 

560/100 and ThinServer are 

trademarks of Axis 

other company names and 

products are trademarks or 

registered trademarks of 

their respective companies. 

ACCESS EVERYTHING WITH THINSERVER TECHNOLOGY 

Access everything from 

printers and storage systems 

to digital cameras and 

CD-ROM drives - 

with no intermediate 

PC client or server. 

Making your peripherals 

faster and smarter. 

Everything is 

plug and play! 

a complete line of ThinServer 

Technology products from Axis 

Communications that are 

revolutionizing the way 

peripherals connect to 

the network. 

Visit our Web site at www.axis.com 

or call us at 250 8077 today and get 

all the details. 

Axis Communications (S) Pte Ltd 

South Asia Pacific Regional Headquarters 

51 Thomson Road 187B Goldhill Centre 

Singapore 307630 

Tel: (65) 250 8077 Fax: (65) 352 1655 

Email: info@axis.com.sg 

URL: http://www.axis.com 

>txis^ 
COMMUNICATIONS 

Business Partners: 

Advantech Peripherals Singapore Pte Ltd 
Tel: 282 0555 Fax: 281 0555 

CSA 
The Compulet Systems 

Advisers Group 

CSA Distribution Pte Ltd 
Tel: 276 9990 Fax: 276 9991 
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Built for safe NT clusters 
By Maggie Biggs_ 

Enterprises currently using Oracle7 or Oracle8 to fulfill critical business requirements in Windows NT set¬ 

tings should evaluate Fail Safe 2.1. This no-cost add-on for both database versions lets administrators 

configure a single instance of Oracle to run across two-node NT cluster configurations. 

Other databases like Microsoft's SQL Server 6.5 Enterprise Edition, and IBM's DB2 Universal Database 

Enterprise-Extended Edition Version 5.0 Beta 1, offer similar clustering and redundancy to that found in 

Oracle's Fail Safe for each of their respective databases. Redundant features are fairly similar among these 

offerings, but 0racle8 customers will find the going 

a bit easier because their applications can take advan¬ 

tage of built-in automatic reconnection during failure 

conditions. Flowever, those who use Fail Safe with 

0racle7 will need to add code to their applications to 

accommodate automatic reconnection. 

Like its rival, Microsoft SQL Server, Oracle Fail 

Safe relies on the presence of Microsoft Cluster 

Server and supports a two-node maximum configu¬ 

ration. Administrators have the choice of configuring 

two active nodes in a cluster or defining one as ac¬ 

tive with the second as a passive standby. 

Cluster interaction 

The two components in Fail Safe are the Fail Safe Manager and the Fail Safe Server. The former is inte¬ 

grated into the Oracle Enterprise Manager graphic user interface and offers graphical tools to configure 

database usage in the clustered environment. The latter interacts with Microsoft Cluster Server to carry out 

configuration parameters defined by the administrator. 

The Fail Safe Manager was well integrated with the Enterprise Manager and very easy to work with. The 

graphical interface let me define my sales and customer account database usage across the nodes using 

virtual naming as opposed to specific node names. 

For my tests, I defined one node as a host for the sales database and the second node as a host for the 

customer account data. After configuring the cluster groups. I forced outages and created an accidental failure 

to see what would happen. Regardless of outage type, I could usually reconnect to the databases in about 

Visit our website at: http://www.creasoft.com.sg 

Easy Pay was 
awarded the Singapore 
Software Product by the 
Computerworld Readers 

Choice Award twice in a row 
1996 & 1997 

It’s All ABout Making Your Job Easier. 
It all starts with committed support for over 3.000 clients 

all over Singapore. 30 skilled support people 10 experts 

manning our software development department. People 

who’ve been with us since the beginning. People who 

understand the Creative Software philosophy of making 

tilings easy for the users. And people who work closely 

with the customer to ensure the highest level of efficiency 

and performance with our products. 

The common goal9 Your business performance. Time. 

Money. Manpower. These are what you'll save with our 

products. Each fully customisable and upgradeable to fit 

your changing needs. 

The path to expertise: Free training with 

Creative Software! 

Yes, wc go as far as to provide free training for you. just 

to make sure you derive the most possible efficiency and 

benefit from our products. We even give you free user 

manuals with any purchase to make your path it expertise 

as smooth as possible! 

Creative Software: Your guarantee of quality in product 

and service. A guarantee on quality. And the assurance 

that our team is always on hand to provide fast backup 

service. With Creative Software, you can be sure your 

hjob will be a lot easier. 

EASY PAY/STAFF (Windows) 

The Ultimate windows software which handles a combination of 

payroll, personnel, administrative and management and statutory 

reports with case, speed and efficiency plus the flexibility to 

design customise reports. 

EASY ACCOUNTS 

EASY ASSET 3 

F'lXF.U 

CAPITAL 

Efficiently streamlines management 

income tax, accounting and 

financial reporting needs through 

customised and flexible fixed asset 

programmes. A programme that's 

widely used throughout Asia-Pacific 

and Europe. 

Makes accounting easy with a 

fully integrated package designed 

to accommodate GL and debit/ 

credit needs. Billing and inventory 

modules can be integrated with 

Easy Accounts upon request. 

Trading, manufacturing, 

wholesaling and construction 

companies will benefit immensely 

from this. 

lor productivity and elliciency 

221 Henderson Road #02-16 Henderson Building Singapore 159557 

K.L. Tel. (03) 292 6733 Fax: (03) 298 4911 

J.B. Tel: (07) 223 8309 Fax: (07) 222 7863 

Creative Email:sales@creasolt.com.sg 

Fax us this coupon today! Let us show you how we can make it easier for you 

Name_Designation:_ 

Company:_ 

Phone:_Fax_ 

I am most interested in your following system(s). (Tick one or more) 

Easy Pay/Statf (W) Easy Asset 3 Easy Accounts 

Fax your request to 273 1872 or 276 9587 or 
phone 278 0097 or arrange (or a consultation 

Ref CW08/05/98 

one minute. My single surviving node could host both the sales and the customer account databases. 

My configuration commonly is called active/active, but I could also have configured one node that hosted 

both databases with the second node reserved in idle state until a failure condition occurred. 

Because Fail Safe relies on Microsoft Cluster Server, only two-node clusters currently are supported. But 

Microsoft expects to expand the Cluster Server node maximum this year, and Oracle expects to expand the 

number of nodes following the Cluster Server expansion. 

Though customers who use 0racle7 will need to do some coding to enable applications to automatically 

reconnect during outages, Oracle does supply detailed documentation that supports this effort. 

Oracle customers in NT settings who require a great degree of database availability, such as those who 

have online analytical transaction processing applications, will find that Fail Safe gets the job done. <gj) 

SUMMARY 
VERY GOOD 
Fail Safe 2.1 PRICE: Included with 0racle7 and 

Oracle database users in Windows NT settings 0racle8. 

will find Fail Safe a good option for increasing PROS: Easy-to-use graphical 

online availability in clustered settings. configuration tool to set up 

Oracle Systems SEA (Singapore) 

clustered environment; 

integrates with Microsoft 

1 Temasek Avenue Cluster Server; quick recovery 

Millenia Tower #26-01 following outages; works with 

Singapore 039122. 0racle7 and 0racle8 

Tel: 339 6116 * Fax: 339 6006 databases. 

CONS: Limited platform support; 

PLATFORMS: Windows NT4.0 Enterprise requires additional coding for 

Edition with Microsoft Cluster 0racle7 applications to use 

Server; 0racle7.3.3 and later; automatic reconnection 

0rac!e8.0.4. feature. 

New portable line from Gateway 
Gateway 2000 has launched its Gateway Solo 5100 series of notebooks powered by Intel’s mobile Pentium 

II processors. 

The Gateway Solo 5100XL notebook is configured with a 233MHz Pentium II processor, 32M SDRAM, 

14.1 -inch TFT XGA display, 2G hard drive, floppy drive, 8X/20X CD-ROM drive, Xircom 56K PCMCIA mo¬ 

dem and lithium ion battery. 

The Gateway Solo 5100SE has the same configurations but it includes a 200MHz Pentium processor 

with MMX technology. 

Gateway has implemented the Intel Mobile Module 

(IMM) on its mobile platforms. This provides quick and 

smooth transition to new processors as soon as they are 

available without requiring major chassis revisions, thus 

allowing businesses to operate more efficiently, while at the 

same time realising a longer life cycle per system and in¬ 

creased platform stability. 

These notebooks may be custom-configured using Gate¬ 

way's build-to-order business model. Custom configuration 

include CPU speed, RAM amount, hard drive capacity, 

modem and network connectivity, operating system and 

applications software to meet individual requirements. 

The price lor Solo 5100XL is S$5,713 and 5100SE is $5,208. 

For more details, call Gateway 2000 at 469 2043 or fax 469 2040. 

Epson releases new professional inkjet 
Epson has released a colour inkjet printer, Stylus Photo EX, for the professional user. 

It boasts a 1440 dots-per-inch (dpi) output, and 6-colour ink system. The printer is bundled with ap¬ 

plications like High Quality Images, Bonus Media Pack for photo reproduction printing, and Epson Print 

Adventure to facilitate printing of photo stickers. 

Epson has also added three new printing func- 

The printer is priced at S$889. 

For more details, call Epson Singapore at 337 

tions including a thumbnail mode which allows 

multi-image printing on a single sheet of paper so 

the user can print and review the general layout of 

any document before printing, and fit-to-page capa¬ 

bility which adjusts the image to any page size 

specified. 

To accompany the release, Epson has announced 

four new consumables — photo quality index cards 

for printing of name cards or greeting cards, photo 

paper for quality photo reproduction printing, pano¬ 

ramic paper which is ideal for wide scenic photos, 

and iron-on peel transfer paper for cotton-based 

creation. 

1 or fax 334 1185. 
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Sun Workstation Pacs 
Designer Pac 

S$ 6,310 Baht 194,320 
RM 15,140 INR 223,335 

Sun Ultra 5 Workstation 
• 270Mhz UltraSPARC Ili 

• 64MB RAM 

• 4.2GB Disk 

• 24X CD-ROM 

• Solaris 2.6 Desktop License 

• 17” Colour Graphics Monitor 

FREE! 
• Java Workshop 2.0 

• Java Studio 

• SoftWindows95 (include Windows 95) 

• Netscape Communicator 

OPTION 
17" Monitor exchangeable for a 21" at only 

S$l,060 • RM2.540 • Baht31,370 • INR37.422. 

As the lowest-priced entry-level workstation, 

the Ultra 5 offers affordability without 

sacrificing performance. This pac is ideal for 

2-D content creation, finance, 

telecommunications, EDA, software and Java 

development and embedded systems. With 

SoftWindows 95, users get a 'built-in PC’ with 

their workstation, making it possible to run 

MS Windows (3.x and 95) applications right 

off the same desktop. 

cw 

Developer Pac 

S$ 8,160 Baht 241,430 
RM 19,545 INR 288,225 
Sun Ultra 10 Workstation 
• 300Mhz UltraSPARC Hi 

• 128MB RAM 

• 4.2GB Disk 

• 24X CD-ROM 

• Solaris 2.6 Desktop License 

• 17" Colour Graphics Monitor 

FREE! 
• Professional Developer Suite which 

includes: Java Workshop 2.0, Java Studio 

and Visual Workshop C+ + 

• SoftWindows95 (include Windows 95) 

• Netscape Communicator 

OPTION 
17" Monitor exchangeable for a 21" at only 

S$l,060 • RM2.540 • Baht31,370 • INR37.422. 

The Developer Pac is a cost-effective package 

meeting the demands of serious software 

and Java developers. With Sun's Professional 

Developer Suite, a powerful set of software 

development tools, developers can now create 

complex, mission-critical applications quickly 

and easily, plus extend the reach of existing 

applications to users on any platform through 

the Java technology. 

Creator Pac 

S$ 9,290 Baht 275,030 
RM 22,260 INR 328,230 
Sun Ultra 10 Workstation 
• 300Mhz UltraSPARC Hi 

• 128MB RAM 

• 4.2GB Disk 

• 24X CD-ROM 

• Creator3D Graphics 

• Solaris 2.6 Desktop License 

• 17" Colour Graphics Monitor 

FREE! 
• Java Workshop 2.0 

• Java Studio 

• SoftWindows95 (include Windows 95) 

• Netscape Communicator 

OPTION 
17" Monitor exchangeable for a 21" at only 

SSI,060 • RM2.540 • Baht31,370 • INR37.422. 

The Sun Ultra 10 workstation is a true 

technological breakthrough. This high- 

performance system integrates 

supercomputer-level processor speed, 

increased memory capacity, and high- 

bandwidth networking. The Creator Pac, comes 

with a high-speed 3D graphics rendering 
engine which makes it ideal for MCAD 

applications, imaging and content creation, 

animation, modeling and simulation. 



Sun Enterprise Workgroup Server Pacs 
Webserver Pac 

S$ 5,940 Baht 183,010 
RM 14,230 INR 209,790 
Sun Enterprise Ultra 5S Server 
• 270Mhz UltraSPARC Ili 
• 128MB RAM 
• 4.2GB Disk 
• 24X CD-ROM 
• Solaris 2.6 Unlimited User License 

FREE! 
• Java Workshop 2.0 and Java Studio 
• Netra i 3.2 which includes: 

- Web Server & Admin Tools 
- Firewall-First 3.0 
- InterScan VirusWall 2.0 
- Webstalker-First 1.1 
- Netscape Enterprise Server 3.0 
- Sun Internet Mail Server 2.0 

OPTION 
Add a 17" monitor for only S$l,205 • RM2.890 
• Baht35,520 • INR42.588. 

The Sun Enterprise Ultra 5S server bundled 
with the award-winning Netra i suite of software 
makes an ideal Webserver. Very affordable 
yet robust and full featured. For customers 
with space constraints, its slimline enclosure 

will be an added bonus. 

l2Net Pac 

S$ 6,940 Baht 212,770 
RM 16,635 INR 243,385 
Sun Enterprise Ultra 10S Server 
• 300Mhz UltraSPARC Hi 
• 128MB RAM 
• 4.2GB Disk 
• 24X CD-ROM 
• Solaris 2.6 Unlimited User License 

FREE! 
• Java Workshop 2.0 and Java Studio 
• Netra i 3.2 which includes: 

- Web Server & Admin Tools 
- Firewall-First 3.0 
- InterScan VirusWall 2.0 
- Webstalker-First 1.1 
- Netscape Enterprise Server 3.0 
- Sun Internet Mail Server 2.0 

OPTION 
Add a 17" monitor for only S$l,205 • RM2.890 
• Baht35,520 • INR42.588. 

The Sun Enterprise Ultra 10S is able to work 
seamlessly with all the diverse clients on your 
network: PCs, Macintosh systems, UNIX 
workstations and network computers. Coupled 
with the Netra i software, it makes for an 
unbeatable solution for Internet/intranet/ 
extranet implementation. 

Universal Pac 

S$ 25,850 Baht 765,380 
RM 61,950 INR 1,007,370 

Sun Enterprise 450 Server 
• 250Mhz UltraSPARC II 
• 128MB RAM 
• 8.4GB Disk 
• 12X CD-ROM 
• PCI/Ultra SCSI Adapter 
• Solaris 2.6 Unlimited User License 

FREE! 
• Java Workshop 2.0 and Java Studio 
• Netra i 3.2 which includes: 

- Web Server & Admin Tools 
- Firewall-First 3.0 
- InterScan VirusWall 2.0 
- Webstalker-First 1.1 
- Netscape Enterprise Server 3.0 
- Sun Internet Mail Server 2.0 

OPTION 
Add a 17" monitor with PGX graphics for only 
S$l,700 • RM4,075 • Baht50,280 • INR60,039. 

Flexible and versatile, the Sun Enterprise 450 
server delivers stellar performance as a 
system for various business applications such 
as customer management, electronic 
commerce, digital media management, 
network and system management, supply 
chain management, finance and accounting, 
merchandising and inventory management 
and branch office operations. 

Offers are valid only from 1st April to 30th June 1998. 

So hurry! 

Call us FREE from Singapore at 1800 FONE SUN (3663 786) 
Malaysia at 1 800 80 1828 
Thailand at 001 800 65 1888 
India at 000 6517, press "0" for Singapore 
Operator, then ask for "MTF FONE SUN". 

Check out our website at http://www.sun.com.sg 
Or simply fax in the Response Slip today! 

Response Slip Fax to (65) 438 7646 

Fax by 15 May 1998 and you may win a cool Java Jacket or other Java 
Souvenirs in the Java Express Lucky Draw! 

Name (Mr/Ms) 

Title Dept 

Company 

Address 

Tei Fax Email 

1. Which industry group best 
describes your company's 
business? 

O Manufacturing 
□ Banking/Securities/Insurance 
□ Telecom 
□ Government 
□ Retail/Distribution 
□ Software Development 
□ Others _ 

2. Which type of business 
solution are you planning to 
implement? 

□ CAD/CAM Application 
□ Treasury/Financial Application 
O Software Development 
□ Internet/Intranet/Extranet 
□ Electronic Commerce 
□ Others 

3. When do you plan to 
implement the above business 
solution/s? 

□ 0-3 months 
□ 3-6 months 
□ 6-12 months 
□ Beyond 1 year 

4. What computer systems Is 
your company currently 
using? 

□ DEC Models_ 
□ HP Models 
□ IBM Models 
□ SGI Models 
□ Sun Models 
□ Others_ 

5. How can we help you? 
□ Call me 
□ Please add me to your database 

All pacs come with 1-year hardware onsite warranty and standard installation. All prices exclude local sales tax (GST/VAT) and are subjected to currency variation. Please call to confirm. 
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CALENDAR 

1998 
MAY_ 
12 to 13 Making E-Commerce Work. Call TDB 

at 433 4485/433 4472 or fax 337 

8719. 

13 to 15 Hands-On Understanding Networking 

Fundamentals. Call Global Knowledge 

Network at 432 4623 or fax 338 6149. 

18 to 22 High-speed Computer Networks & 

Internetworking Course. Call Racal at 

770 5601 or fax 778 5400. 

19 Enterprise Security Briefing. Call WP 

Communications at 840 6125 or fax 

745 8116. 

19 The Power of Windows NT for 

Distributed Computing. Call Informix 

at 1800-390 2828 or fax 298 6221. 

JUNE_ 
1 to 4 Broadcast Asia98. Call Singapore 

Exhibition Services at 338 4747 or fax 

3387661. 

2 to 5 CommunicAsia98/Network Asia98. 

Call Singapore Exhibition Services at 

338 4747 or fax 339 5651. 

1510 19 SingaporeONE — A Practical 

Introduction to ATM. Call 1-Net at 870 

8832 or fax 7791912. 

25 to 27 Infosecurity '98. Call Reed Exhibitions 

at 434 3675 or fax 334 4119. 

JULY 
22 to 24 The Asian Managing Your Informa¬ 

tion Systems Forum '98. Call AIC 

Conferences at 222 8550 or fax 226 

3264. 

24 to 26 Macworld Expo Singapore 98. Call 

IDG World Expo at 346 6811 or fax 

346 6822. 

27 to 30 CleanRooms/DataStor Asia '98. Call 

Times Publishing at 380 7422 or fax 

AUGUST_ 
3 to 7 SingaporeONE — A Practical 

Introduction to ATM. Call 1-Net at 870 

8832 or fax 7791912. 

SEPTEMBER_ 
17 to 19 Global Franchising98. Call Singapore 

Exhibition Services at 338 4747 or fax 

3395651. 

23 to 25 Comdex Asia at Singapore 

Informatics '98. Call Softbank at 227 

5755 or fax 227 8755. 

OCTOBER_ 
28 to 30 ATM Year Asia Conference. Call IBF at 

275 0070 or fax 270 7707. 

NOVEMBER_ 
16 to 20 Comdex Fall '98 (Las Vegas, 

Nevada). For more information, visit 

www.comdex.com 

23 to 27 Networld+lnterop (Sydney, 

Australia). For more information, visit 

www.sbforums.com 

DECEMBER_ 
2 to 5 Comdex IT India'98. For more 

information, visit www.comdex.com 

COMPUWARE, 

UNIFACE - Component 
based delivery, the future of 

application development 
Compuware Asia Pacific Pte Ltd 

Tel: (65) 226 1776 Fax: (65) 224 6859 
www. compuware. com 

The Power 

of Windows 

NT for 

Distributed 

Computing 

Organisations have realised that in today's 

competitive environment, there is relentless 

pressure to equip themselves with the most compre¬ 

hensive IT offerings to see them through complex 

and constantly changing business and technologi¬ 

cal environments. 

Realising these problems faced by these organi¬ 

sations, Informix and Hewlett-Packard will organise 

The Power of Windows NT for Distributed Comput¬ 

ing seminar on May 19 at The Pan Pacific Hotel. 

The organisers hopes to attract 150 to 200 

attendees who include top management/MIS execu¬ 

tives from large to medium-sized companies and ex¬ 

ecutives from the banking and finance, commercial, 

government and manufacturing industries. 

The main objective of this seminar is to help or¬ 

ganisations interested in incorporating Windows NT 

into their computing environment and learn how 

Windows NT can offer enterprise-wide integration to 

meet the needs of today’s distributed enterprise — 

from laptops; to workgroups, Internets/Intranets, 

branch automation systems, data marts and data 

warehouses. 

Some of the topics to be discussed are “Integrat¬ 

ing Retail and Distribution Management Systems", 

"Internet Commerce Web Sites” and “Managing 

Business Changes Beyond ERP". 

In addition, there will be two track sessions, en¬ 

titled Power Series I and Power Series II, whereby 

Meyers, Huin Computer, Cybersoft, TIG, Business- 

Objects, Tivoli and Sinetics will be presenting spe¬ 

cialised topics as well as showcasing their products. 

For more details, please call Informix Direct at 
1800-390 2828 or fax 298 6221. 

Let us help you turn 

YOUR PROSPECTS INTO 

CUSTOMERS* 

Computerworld has the largest 

and most comprehensive 

subscriber list in the I.T. industry, 

as stringently audited by the 

London Audit Bureau Circulation 

(ABC). 

We provide you direct access to 

the volume buyers and decision¬ 

makers of organisations. 

If you are interested to know 

more, please call Nancy Phua 

at 345-8383, obligation-free. 

May 8 - 14, 1998 COMPUTERWORLD 
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Microsoft* 

Buy Visual Tools & Get 

where do you want to go today? 

Windows NTW or BackOffice FREE! 
From now to 30 June 1998, get the power and stability of Microsoft Windows NT Workstation or BackOffice Server Developer Editions free when you acquire a 

select Visual Tool. Hurry! Because this offer is too good to ignore. 

Buy any one of these Professional Editions* ..Get This FREE! 

Buy any one of these Enterprise Editions* ...Get This FREE! 

‘Prices start from $2048 

Offer ends 30 June 1998 
Visit your nearest reseller or go to www.microsoft.com/developer/offer to get further details and to find how to redeem your free copy of Windows NT Workstation or BackOffice Server. 

CONTACT YOUR NEAREST AUTHORISED DEALERS: Addon Systems Pte Ltd (Funan) 338 3778 • Alphasoft (Funan) 339 1567 • Challenger 

(Funan) 336 7747 (Sim Lim) 339 7007 (Tampines) 426 9132 (Changi Airport) 545 4815 • Courts (Bukit Tlmah) 468 1355 • Electric 

City Pte Ltd (Hougang) 385 7688 (The Heeren) 735 6977 • Micro Research (Funan) 334 8900 • Mustafa Centre 295 5855 • South 

Asia (Funan) 337 0871 • Tec-Drome (Sim Lim) 334 6300 • Wizard Multimedia 273 9819 

ILLEGAL MAKE SURE YOU BUY 

GENUINE 
MICROSOFT SOFTWARE 


